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Len Pace Bob Niemeyer Ken Webster 
Some view it as a logical extension of 
the profession. Others say it demon-
strates that accounting has come full 
circle, returning to its original advisory 
relationship to management. But in 
either event the importance of Man-
agement Advisory Services in national 
accounting firms has continued to grow 
in recent years. 
When the profession was in its early 
development, it was the accountants 
who were called upon to establish the 
record-keeping systems that guided the 
business managers and enabled them 
to determine the profitability of their 
operations. In today's complex busi-
ness environment it is the accountants 
again who are very often in the best 
position to isolate the situations that 
need improvement and correction in 
order to increase the profitability and 
efficiency of a business. 
This is why Management Advisory 
Services have been established, and 
why an MAS engagement often results 
from some constructive suggestion of-
fered to a client by an auditor. 
To meet these expanding needs, and 
to provide the full range of MAS skills 
to clients on a nationwide basis, Haskins 
& Sells has organized three MAS regions 
to cover the Firm's practice in the 
United States. The three regions cover 
the eastern, midwestern and western 
parts of the country, and are now ad-
ministered by Len Pace, Bob Niemeyer 
and Ken Webster, respectively. They 
work closely with Gordon Murray, the 
Firm's partner charged with overall 
responsibility for direction of the MAS 
function from the Executive Office. 
Mr. Pace spends about half his time 
in the supervision and administration 
of the Eastern region's MAS activities, 
conducted from MAS offices in New 
York, Philadelphia, Atlanta and Miami. 
The rest of his time he works directly 
on MAS engagements for clients. 
Len Pace is kinetic. When viewed 
from across his desk while restricted 
there by administrative chores, he gives 
the impression of a person engaged in 
an unusual form of isometrics—de-
signed not so much for physical fitness 
as for constraining and directing a 
bountiful energy and a desire to be-
come involved. His speech is fluent. 
His mannerism athletic. His presence 
intense. He was trained as a mechanical 
engineer and is among the first of a 
new breed of non-accounting profes-
sionals to rise in Haskins & Sells. 
It may be only natural, therefore, 
that Mr. Pace appears to view busi-
ness as an interplay of forces that have 
the power of physical movements. The 
illustrations he cites in conversation 
reflect this background. "Has the sys-
tem for operating the business become 
obsolete because of a major change in 
the velocity of inventory movement?" 
he might ask. 
In recent years, Mr. Pace has been 
involved in a thorough reorganization 
of a major Wall Street brokerage firm, 
in the creation and design of a sophis-
ticated, computer-oriented, planning 
and management information system 
for a manufacturer of consumer prod-
ucts, and in a study of the intramem-
ber commission structure of a major 
stock exchange. It is a range of prob-
lems such as these that have completely 
captivated his interest and shaped his 
entire professional life. 
"Until recently, I seldom had dinner 
with my family except on Saturday and 
Sunday. I love professional work," he 
says, even though he finds it "fantastic-
ally demanding." 
He believes that a person cannot do 
professional work on a part-time basis. 
And to perform full-time, as he sees it, 
involves a complete and unrestricted 
commitment to his work. 
In order to do this, Mr. Pace ex-
plains, a person must be professionally 
oriented, he must have a system. This 
will enable him to act in an Organized 
way, to establish priorities for his at-
tention and then put his full concentra-
tion upon his objectives. Such a 
commitment, Mr. Pace believes, cannot 
be made alone; it requires the support 
of his wife and the understanding of 
his family. 
The opportunities he has received 
in being confronted with only the most 
difficult of business management prob-
lems have given him his greatest re-
wards in personal satisfaction. 
This is no doubt true for all of the 
MAS professionals, but it is particularly 
true for Mr. Pace, who started out as a 
toolmaker following graduation from 
Oliver Wolcott Technical School in Tor-
rington, Connecticut. He was interested 
in aviation, and hoped he might be-
come an aeronautical engineer. When 
World War II broke out, he headed for 
the Army Air Corps and became a 
P-47 fighter pilot. After the war, the 
G.I. Bill of Rights enabled him to pur-
sue his education. Continuing studies 
begun at Syracuse University while 
in the service, he attended the Uni-
versity of Connecticut, where he was 
awarded a Bachelor of Science degree 
in mechanical engineering in 1949. 
Mr. Pace began his career in busi-
ness making time and motion studies 
at the Linden, New Jersey plant of 
General Aniline and Film Corporation. 
Successively filling a variety of posi-
tions, he rose to become Assistant to 
the Division Comptroller for Opera-
tional Analysis. In this position, he 
began working with computers and 
their application to significant manage-
ment problems. This was his introduc-
tion to the kind of work he has since 
been doing. 
Bob Niemeyer, who will continue to 
assist Gordon Murray in the Executive 
Office, supervises the Midwestern re-
gion offices in Chicago, Houston and 
Cincinnati (due to open this summer). 
He is soft spoken and a bit taciturn. He 
believes firmly that there are no final 
answers in business. "All we get is the 
best answer for today's situation with 
today's techniques," he says. "Some 
answers last longer than others be-
cause of circumstances." 
He enjoys the role of acting as a 
consultant and insists upon involving 
client people in an active role in an 
MAS engagement. 
"One of the worst comments on a 
system that has been installed as a re-
sult of an MAS engagement is for some-
one to call it the H&S system," he says. 
"In order to get understanding and 
agreement, you must have client people 
involved at every phase of the opera-
tion . . . Besides, they contribute many 
good ideas." 
Mr. Niemeyer thinks of the MAS 
professional as an "understanding ex-
trovert," who possesses enough self-
confidence to be willing to "stick his 
neck out." This is a quality of courage 
that he rates highly, particularly be-
cause of the exposure a professional 
man has in offering a recommendation 
for some future course of action. 
"It takes a man who really wants to 
be at the center of things—where the 
action is—and be a part of it," he 
explains. 
His desire to be in the center of the 
action led Mr. Niemeyer to join the 
Navy before Pearl Harbor. After being 
raised in the Kansas City area and 
graduating from the University of Il-
linois with a Bachelor of Arts degree, 
he began his Navy career as an avia-
tion cadet and saw action as a squadron 
commander in an aircraft carrier air 
group in the South Pacific. When his 
tour of duty ended in 1946, Mr. Nie-
meyer worked in sales and merchan-
dising jobs for Gulf Oil and Uniroyal. 
He joined the Firm in New Orleans 
and later worked in Kansas City. After 
a brief time on the audit staff, Mr. Nie-
meyer gravitated toward the MAS 
function, which was just developing 
within H&S. This is exactly the kind of 
work he was interested in. He explains 
his opportunity in achieving it by say-
ing softly, "Circumstances started to 
fall in line, and then you make certain 
things happen." 
He feels rewarded by having work 
that rejuvenates him: "Consulting is a 
vital, constantly changing function. It 
keeps you mentally stimulated . . . it 
keeps you young. It's the kind of job 
where you are always looking for a 
new approach to something, a new 
idea." 
His enthusiasm for improving, cor-
recting and restoring is not limited to 
his professional work, but extends into 
his chief hobby. As the owner of an 
18th century house in Connecticut, he 
and his wife spend much of their lei-
sure time refinishing and restoring an-
tique furniture. 
The Niemeyers' children are now all 
grown. Two daughters are married, and 
their son is a medical student at South-
western Medical College in Dallas. 
Ken Webster, who directs the West-
ern region from the office in Los 
Angeles and supervises the MAS 
groups in the Los Angeles and San 
Francisco Offices (as well as Seattle, 
Portland and Honolulu) is a compet-
itor. He loves a challenge and considers 
it important for a person to tempt fate, 
for only from such a test can a person 
draw out from within himself his full 
potential for performance. In order to 
call upon this kind of effort, however, 
a man must have enough emotional 
stability to be able to react to change, 
and never get too comfortable. 
In looking for candidates for the 
MAS staff, Mr. Webster says he first 
looks for a high degree of intelligence 
and then imagination—with a high con-
fidence level. In answer to a question 
about the personality best suited for 
MAS work, he said of the potential 
recruit: 
"He has to be self assured. Quietly 
self assured . . . smoothly confident. . . 
confident without being abrasive about 
it." 
This quality, of being able to present 
the hard edge of fact and then smooth 
its roughness without weakening it, is 
an essential in MAS work, he explains. 
And the toughest problems confront-
ing the MAS professional are the "peo-
ple problems." Solving them calls forth 
an element of diplomacy. 
A native of upstate New York, Mr. 
Webster studied accounting before 
World War II at Bentley College in 
Boston. His education was interrupted, 
however, when he joined the U.S. Navy 
as an aviation cadet. He became a pilot 
in the Marines and served in the Pa-
cific theatre of the war. Upon his return 
from the service, he went into account-
ing work in Rochester, New York, and 
completed his education at Niagara 
University, where he majored in 
philosophy. 
After some experience in public ac-
counting following his graduation and 
the award of his CPA certificate, he 
entered the specialty of management 
consulting. In 1957 he joined Haskins 
& Sells, working out of New York until 
1965 when he transferred to head the 
MAS practice in Philadelphia. 
A prizewinning gardener who has 
specialized in chrysanthemum culture, 
he doesn't enjoy golf but plays at it, 
and he loves to swim and relishes 
bridge, all of which his wife enjoys. In 
moving to Los Angeles with their two 
children, the Websters look forward 
to extending their outdoor recreational 
activity year-round. 
Ken Webster seems to get special 
pleasure from recalling his days as a 
pilot. "Flying is three dimensional fun," 
he says. "A precise thing, it keeps you 
active." 
Whether it's MAS work or recrea-
tion, Messrs. Pace, Niemeyer and Web-
ster, all former military pilots, seem to 
get their enjoyment most by being out 
front, where they have a hand in 
shaping the future. • 
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